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Rep WinG LIFESTYLE PRODUCT SALES INCREASE 





_/ In Europe, Red Wings have been turning up in photo shoots in 
high-end fashion magazines, such as GQ, FHM and Homme. It’s a 
reflection of changes in European fashion, which has become much 
more Americanized in recent years. 


Red Wing’s European offerings have grown from about 15 styles two years ago 
to 35 today, with more to come. Europe has been noted as being a fashion 
leader that is two years ahead of US fashion trends. This is 
good news for you, because the U.S. lifestyle footwear 







market is already growing. That’s why we have 
expanded our 2004-lifestyle footwear collection to 
include popular Euro Classics and Traditionals 
styles. Don’t miss out on additional lifestyle 
sales. To learn more about how to include 
Red Wing Lifestyle Collections at your 
location, contact your Red Wing salesperson. 


3112 Euro Classics 


SPRING DirREcT MAIL Sign-Up DEADLINE FEBRUARY 12TH. 

A Spring direct mail campaign is in progress to reach customers and prospects 
with a message about new Red Wing products. The sign up deadline is 
Thursday, Feb. 12th. Participants of the spring direct marketing campaign 
qualify for Red Wing’s limited time 100% co-op offer. A spring web coupon 
featuring the same price discounts and products as the direct mail postcards 
will be live from 3/29 - 5/18 for participating web discount dealers only. Be 
sure to keep in touch with your sales representative for direct mail news. 
Direct questions and/or feedback to Clare Pavelka at 651-385-1104, or 


clare.pavelka@redwingshoe.com. 


Rep WinGc INCREASES 2004 NATIONAL TV SCHEDULE 





Red Wing is launching a new TV brand advertising campaign for 
2004. The campaign will focus on a comfort message for people 
who work on their feet. Commercials will run on national cable. 
Running local advertising that coincides with the national television campaign 
will help enhance your advertising efforts. Your Red Wing sales representative 
can share the TV schedule details with you. TV commercials are available in a 
:25/5 version so you can add your personalized message to the end of the ad. 


To order the “Chairs”, commercial contact customer service and order item number: 
#94126 “Chairs” (3/4) - $50 returnable dealer deposit. (available 2/16/04) 
#94127 “Chairs” (Beta) - $50 returnable dealer deposit. (available 2/16/04) 


Please note: You can no longer air The “Beach” TV commercial after 1/27/04, and the “Bed” 
commercial after 4/27/04 to avoid talent fee violations. 
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2003 Rep Winc / WORX 
DEALER Ab KIT 


The 2004 Red Wing/WORX 
Dealer Ad Kits have been mailed. 
The kits provide everything you 
need to create your own customized 
advertising. The new materials will 
help you advertise boots and shoes 
for both the Red Wing and 
WORX™ brands. We’ve created a 
variety of print ads for both brands, 
plus Red Wing radio ads to help 
you better promote and sell your 
products and services. Plus, we 
have provided a number of 
translated ads to help target 
Hispanic customers in your area. If 
you need more of these advertising 
tools they can be ordered as one 
kit, or separately to meet your 
needs. Contact customer service for 
further supplies. Item numbers are 
as follows: 


94580 — 2004 Dealer Ad Kit 
includes Print 
Production CD, Radio 
CD, and Ad Slick Book 

94596 — 2004 Ad Book Only 

94099 — Radio CD Only 

94030 — Print CD Only 


100% Co-op INCENTIVE OFFER 


Utilize 2004 Red Wing ad support 
materials between March 1 and May 
15th, and you will be eligible for a 
100% co-op reimbursement 
incentive. This 100% incentive is 
only good for placement of 
newspaper, radio and billboard ads 
from the 2004 Dealer Ad Kit, and 
the new “Chairs” TV commercial. 
Any previous years ad support 
materials will not be eligible for this 
offer. Please note: Participants of the 
Spring direct marketing campaign 
will also qualify for Red Wing’s 
100% co-op offer. 
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SEVEN STEPS To SELLING - STEP 7 


In the past issues of retail news we have 
discussed how to build a sales approach 
on the “Meet-Greet-Seat” philosophy. 
Each step in the process is designed to 
help you get closer to creating a long-term 
customer relationship. During the first 
three steps, the objective is to establish 
trust with your customer and listen to 
their needs. In steps 4 and 5, you 
establish your credibility so that in step 6 
your recommended solution(s) becomes 
meaningful to customer and they become 
confident with their purchase decision so 
that in Step 7 you can close the sale and 
the customer buys your footwear. 


Step 7. Close the Sale 


There are three focal points that should 
guide you in your conversation with the 
customer that will lead to “mutual 
satisfaction” and close the sale. These 
focal points will assist you in maintaining 
the right perspective for the “magic sell.” 


Positive Attitude: Express an attitude or 
mood that makes buying more desirable 
and worthwhile. 


Attractive Alternative: Be prepared to 
suggest alternatives to the original plan. 


Always emphasize the advantages to the 
customer of the buying action that you 
want him to take or the alternative that 
you suggested. Good sales performance 
begins and ends with the customer: with 
his or her needs, problems and range of 
reasons for buying. Practice the seven - 
step process outlined in the latest issues of 
retail news and watch your sales increase. 


Retail Sales Approach 





The Red Wing Sales Approach Backroom Poster 
(#94059) illustrates the 7-step sales process. After you 
complete your initial greeting, it's time for you to 
qualify your customer, and become a great listener. 
Look for how to become a great listener in the next 
issue of Retail News. 
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INDUSTRIAL NEws 





New InDUSTRIAL Direct Mai. CamPAIGn LAUNCHED 


A Red Wing Shoe Company industrial direct mail campaign featuring WORX™ 
was recently launched targeting industrial prospects within the manufacturing and 
hospitality markets. The direct mail campaign was created as a lead generation tool to 
establish more industrial accounts. Eventually these sales leads will be converted into 
selling opportunities where local dealer support is needed to outfit workers from these 
new accounts in Red Wing and WORX footwear. In addition, the campaign increases 
awareness of the Red Wing Shoe Company’s broad safety shoe offering, including our 
range of shoe prices such as the value priced WORX footwear collection. The industrial 
direct mail campaign tested a “Free Shoes” versus a “Safely on Your Feet” video offer 
were tested. 


Industrial prospects that received the “Free WORX Shoe” offer are currently making 
appointments with industrial sales managers and are redeeming the “Free Shoe” gift 
certificate for WORX that was presented to them by the Industrial Sales Manager. When 
you honor the WORX only footwear offer, remember to send the original gift certificate, 
along with a copy of the bill of sale to receive payment to: Red Wing Shoe Company, 
attn: Clare Pavelka, 314 Main Street, Red Wing, MN 55066. 


GSA DirReEcT MAIL 


Red Wing Industrial Government Service Administration (GSA) direct mail was also 
launched. The piece was mailed directly to Government Safety Directors to increase our 
GSA contract awareness with them, and in turn drive more government workers to 
purchase Red Wing footwear with their P-card at participating Red Wing GSA dealer 
stores. Numerous leads have been generated from this mailing; so don’t miss out on the 
opportunity to sell directly to government workers. If you aren’t a participating GSA 
dealer contact Clare Pavelka at 651-385-1104 for an enrollment form. 


New INDUSTRIAL AD CAMPAIGN 


New 2004 Red Wing Shoe Company industrial ads featuring 
WORX™ and Red Wing will soon appear in targeted industrial safety 
and hospitality publications. The ad campaign was created to increase 
awareness and relevance of the Red Wing Shoe Company’s broad 
safety shoe offering. 


The ultimate goal of this ad campaign is to boost your 
safety footwear sales to industrial accounts. 





2004 INDUSTRIAL CATALOG AVAILABLE 


Order your industrial catalog supply today to promote 

Red Wing’s Safety Footwear Programs to prospects (purchasing 
agents/safety managers) in your neighborhood! Use the new 
catalog as your sales tool when explaining how you can help 
meet an organization’s safety footwear needs. Order your 
supply of catalogs today, so you can start those sales 
conversations that can lead to big sales. Call Red Wing’s 
Customer Service at 1-800-538-5647 to order your catalogs 
item #94018 today, 10 Free/$2 each. Please note: If you 
previously ordered a supply of the 2004 industrial catalog an 
incorrect phone number appears on the inside right cover, 
however the correct number is shown on the back cover. The phone number should be 1- 
888-873-5546, not 1-800-873-5546. Stickers with the correct phone number are being 
placed over the incorrect number, and catalogs with this correction are being placed in 
inventory. Be sure to update your supply today. We apologize for any inconvenience this 
oversight has caused you. 





The 2004 Industrial Catalog. 


Rep Winc AND WORX BROADSIDES AVAILABLE 


The 2004 Red Wing and WORX Broadsides are now available. These posters feature the 
Steel Toe/SD line of footwear for men and women. All designed to help you build 
business-to-business accounts. Contact Customer Service at 1-800-538-5647 and ask for 
item # 94793 (RW Broadside) and/or item # 94014 (WORX Broadside). Up to 25 Free, 


one time annually. 





Rep Winc AnD WORX SAFETY FOOTWEAR 





As we increase our industrial direct marketing efforts, 

make sure that you are equipped to target the safety shoe 
business with the combination of Red Wing and WORX 
footwear collections. As always, whether it is performance or 
price, these two distinct offerings make meeting industrial or 
institutional needs possible. In 2003, your safety footwear 
selections were expanded as we introduced a broader spectrum 
of occupational specific footwear. Now more than ever you can 
be readily prepared for industrial sales. The 2004 Red Wing and 
WORX offerings will expand and deepen your existing product 
selection. The new collections target specific gaps in your overall 
inventory. When you contact your industrial accounts and 
prospects, be sure to review the items that will help you solidify 
your service to them. 


Make sure the following 2004 safety footwear selections are part 
of your sales presentation when you make appointments with 
industrial accounts and prospects: 


Waterproof and Insulated - this group extends the 
welted work boot category with value and 
performance that is well suited to conditions that 
require plenty of protection from the wet. This new offering 
comes in the popular wheat-color. 





Meteguards - These models offer the maximum in full-on 
protection for the heavy equipment-manufacturing worker. 
Three new styles all feature external metatarsal guards wrapped 
in riveted leather. All are as comfortable as they are durable. 


Loggers - These Red Wing’s will go into the woods with four 
premium offerings for the timber industry. Three of four are 
insulated against Mother Nature’s blast. All are equipped with 
eround-eripping Vibram Tacoma rubber soles and feature the 
RWDry waterproofing system. 


Waterproof/Insulated - These new models come in 
[ worx | the popular wheat-colored, waterproof Nubuck 
leather with comfortable polyurethane soles, weight- 
waving direct-attach construction and the Sympatex waterproof 
bootie system. 





Static Dissipative - Tradition has been broken with two new 
boot-height static dissipating models. Perfect for maintenance, 
loading dock and assembly workers in the technology fields who 
are looking for more support and protection. This collection will 
help you meet the demands of high tech with technically 
superior footwear. 


Waterproof/Insulated Camo - A camouflage style collection with 
Thinsulate insulation, Sympatex bootie waterproofing and a 
unique multi-layer grip-it and cushion-it sole. Two models are 
fully steel-toes, while three designs are constructed with tough, 
lightweight Cordura. All models feature our new sole of high- 
erip-high-performance rubber pads with a lightweight, durable 
welted urethane outsole. 


To learn more about the new 2004 Red Wing/WORX safety 
footwear collections call your Red Wing salesperson, or contact 
customer service at 1-800-538-5647 for copies of our new 
footwear catalogs and product guides. 


Rep Winc Motorcycle Boots SELLING PROGRAM 





If you took advantage of Red Wing’s Motorcycle Boot 
selling opportunity, and ordered 48 pairs or more, you are 
eligible for additional marketing support materials! Motorcycle 
marketing support materials will be shipped by mid-February. 


ADDRESS CHANGES 


MEDIA LIBRARY 
Need help with creating new ads for 
2004? If so, check out the new Red Wing 
and WORX 2004 dealer ads, which are 
available on Red Wing’s Media Library. 


This is a great tool for downloading 


If you have changes to your 


store information shown on 
the web dealer locator or 
1-800- Red Wing number, 
please contact Dawn 

IWC eloloacmrmalicenton 
service at 651-385-6542. The 
Red Wing Store Locator — 


> | Co 





everything you need to complete an ad. If 
you need help downloading the new ads, 
photos, logos, or boot images contact 


Clare Pavelka at 651-385-1104. 
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CLaim STATUS 


The 2003 Coop year expired 11/30/03. Co-op claims are currently 
being processed for ads that were placed in October and November. Please 
review your January co-op letter for your 2004 accrual status. However, new 
accounts that opened after 10/1/03 and ideal inventory accounts that were 
opened in 2003 will have unused 2003 funds carried over to your 2004 
accrual once all 2003 claims are processed. 


2004 Co-op ADVERTISING AGREEMENT. 


The 2004 cooperative advertising agreement will accompany your co-op 
accrual letters. The agreement will highlight any additions or changes from 
the 2003 coop advertising agreement. Be sure to keep this agreement as your 
reference to ensure your advertising meets Red Wing’s Co-op requirements. 
This agreement includes details of how to document your advertising in 
order to receive your co-op credits. You will still need to send advertising 
claims with proper documentation within 60 days of placement. All co- 
opable point of purchase items ordered from the Red Wing Trade Catalog 
will generate an automatic co-op credit memo after the merchandise has 
been shipped and invoiced. If you have any questions on any trade channel 
promotions, please contact Michele Just or Elaine McDonnell at 


1-800-538-5647 and select option 2. 


SALES PROMOTION GIVE-AWAYS 


Designated sales promotion give-aways are now eligible for 50% co-op 
reimbursement. Please review your co-op agreement for details as some 
restrictions apply, or contact Michele Just or Elaine McDonnell at 


1-809-538-5647 and select option 2. 


CATALOG AVAILABILITY 





New PrRopuctT GUIDE 


The Spring New Product Guide has been mailed. If you need more copies 
they are now available. The catalog features the new styles for Red Wing 
and WORX brands, and can be ordered through Red Wing customer 
service, item #94881. 


SPRING 2004 RED WincG/WORX WHOLESALE CATALOG AVAILABLE 


The Spring 2004 wholesale catalog has been mailed. The catalog features 
all the footwear styles and accessories for both the Red Wing and WORX 
brands, and can be ordered through Red Wing Customer service, ask for 
item #94308. The first five catalogs ordered are free. 


CONSUMER CATALOGS AVAILABLE 


Red Wing (Item #94841) and WORX (Item # 98339) consumer catalogs are 
now available. Cost is $40/lot of 100. The Red Wing catalog is available to be 
imprinted with your store name and address (Item #94726). The price on the 
imprinted version of the Red Wing catalog is $73.50/lot. Also due to a change 
in our printer, imprinting of store maps is no longer available. The Red Wing 
catalog(s) qualify for 50% co-op. 







VASQUE UPDATE 


Vasque Increases Offering IRISH SETTER ELK TRACKER Wins Best IRIisH SETTER UPDATES LOGO 
of Wide Styles OF THE BEST AWARD BY FIELD & STREAM 





The Irish Setter brand continues to evolve. The 


Pantha tase time, Vasque ‘i The Irish Setter Elk Tracker earned this coveted latest evolution is an updated logo. The new logo 
offering widths outside of the award from the largest hunting/outdoor creates a stronger "by Red Wing Shoes" tie-in and 
backpacking and mountaineering publication in the world. Field & Stream's 10.6 illustrates the aggressiveness of the brand. 


million readers rely on the publication for hunting Irish Setter will rollout new materials with this logo 


in 2004. You can download the logo at Irish Setter’s 


The boots were field-tested by F&S Media Library at www.irishsetterboots.com. 
editors and were evaluated for 


categories. Now your customers dfishine ad d d 
ea Leber cineca these popular and fishing advice and gear recommendations. 


Vasque styles. 
Backpacking: Zephyr GTX 


(men’s), Luna GIX (women’s) 
Hiking: Mica GTX (women’s) 
Cross Trail: Catalyst (men’s), 
Ions (women’s) 

Trail Running: Velocity 
(men’s and women’s) 







The new Irish Setter 
logo illustrates the 
aggressiveness of 
the brand. 


design, durability, performance, value 
and innovation. In order to win, 
products must offer 


something truly unique and lrish Setter 


significant to outdoorsmen. Ay Sy 





Elk Tracker #859 


Stock an assortment of styles and 
sizes to make the sale. For more 


OUTSTANDING CUSTOMER SERVICE WINNERS 





information please contact your 


Vasque sales representative, or During the year our Retail Department receives many letters of appreciation from 
simply place your Vasque order customers all over the United States. That’s why a monthly contest has been created to 
today at 800-842-1301. reward the person who receives a letter containing the most outstanding customer service comments. 


A committee was formed to review letters monthly, select a winner, and award them with a $50.00 gift 
certificate to the restaurant of their choice. Congratulations to our winners mentioned below, and 





Velocity #7608 thank you for your exceptional customer service! 
Alison Young - Willard Morse - Ken Stevenson Serena Sadler 
Seekonk, MA Vancouver, WA Mike Tennien Bryan IX 
(September) (October) Shelburne, VT (December) 
A repeat winner! (November) 
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